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(57)Abstract: 

PROBLEM TO BE SOLVED: To enable commodities to be 
purchased without a waste and to make commodities possible to be 
smoothly dealt with. 

SOLUTION: This commodity sales system using an electronic mail is 
equipped with a transmitting means that can send information such 
as commodity information from a vendor to a customer, a receiving 

means that can receive information such as a question from the ^rtr.-rtfctg^ ^ ^ ' 

customer, a transmitting and receiving means that can transmit and — 
receive information between customers, and a commodity ordering sfe** V$RI-' ix-?£T\ 

means by which the customer who has received the information can -J^&yw- ^^^^^ N 

•unt of ^V^"^^'^^^ ^V*-^^' 
ustomer * v ' ' % 1 ?J ~ __ " *" 

by the customer and the customer, and this discount rate is applied 



order commodities directly to the vendor, and a commodity 

rate is set in accordance with the commodity purchase amount ot * 
both the introduced customer who is introduced as a new customer NX 
by the customer and the customer, and this discount rate is applied \S.. >T '*./ 



to the customer for purchasing the commodities and when the 'y'- — — ■^r*** 

commodity purchase amount exceeds a certain, a certain 

percentage of amount is refunded. Therefore, the system enables a 

purchaser to purchase commodities efficiently, commodities to be 

smoothly dealt with, venders to acquire customers, customers' 

purchase volition to be increased excellent customers to be 

secured. 
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5 (57) [Abstract] 

[Object] There have been a number of sales methods including door-to-door 
sales, mail-order sales, and ordinary retail store sales, and each of them has 
its advantages and disadvantages. Besides, highly efficient methods that 
make use of the technologies such as the Internet have been introduced 

10 recently, however, they have presented a number of problems such as 
incapability of stimulating customer's purchasing desire and frequent 
occurrences of troubles associated with the Internet. 
[Means] A product sales system using an electronic mail, comprising a 
transmission unit that enables an information transmission such a detail on a 

15 product from a vender to a customer, a reception unit that receives information 
such as a question asked by a customer, a transmission-reception unit that 
enables an information exchange between customers, and a product order unit 
that enables a customer who has received a piece of information to place an 
order for a product directly with a vender, wherein a customer can, through 

20 some activities such as introducing a new customer, purchase a product by a 
discount rate which is set according to an amount of product purchases made 
by that particular customer and another customer who has been introduced by 
the customer, and certain amount of money of a specific ration is returned to 
the customer when the amount of product purchases exceeds a predefined 

25 amount. This translates to several characteristics including an ability to 



1 



purchase a product in an efficient manner, an ability to proceed with a 
transaction smoothly, an ability to win a new customer, an ability to stimulate 
customer's purchasing desire, an ability to ensure that a quality customer is 
acquired, and trustworthiness in the customer interaction. 

5 

[0014] For example, the customer A sends an e-mail that contains some 
materials for promoting and describing a product as well as for promoting and 
describing a business (hereinafter "product promotion") to the prospect 
customer B and the prospect customer C who are friends, acquaintances or 

1 0 the like of the customer A. The e-mail containing the product promotion or the 
like, is sent by using a specific format for the product promotion that is provided 
on a vender's server. On the vender's e-mail (e-mail magazine), website or 
the like, formats for various items including an answer to a question, an answer 
to an inquiry, a product description, and a manual are provided and the 

15 customer A who will send the e-mail asks the vender to send the relevant 
format to him/her. Alternatively, the customer A may create the e-mail for 
product promotion or the like by simply accessing the vender's website or the 
like to obtain the format. The customer A can also create and send the e-mail 
for the product promotion without using any of the formats provided by the 

20 vender. 

[0015] For example, the prospect customer C is not particularly interested 
in the e-mail that has been sent to the prospect customer B and C by the 
customer A, and the prospect customer B shows an interest in the product that 
is described in the e-mail from the customer A. The prospect customer B who 
25 is interested in the product uses an e-mail to conduct some actions in regard of 
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the product such as asking questions, making an inquiry, or making a request 
for a reference material to the customer A. Upon receiving a question, an 
inquiry, a request for a reference material or the like, the customer A asks the 
vender to send a relevant format for use with answering or the reference 
5 material regarding the question, inquiry, request for the reference material or 
the like and sends it to the prospect customer B. The prospect customer B 
may contact the vender directly for inquiry. If the prospect customer B 
decides to purchase the product following an interaction with the customer A 
involving the question, inquiry, request for the reference material, he/she 

10 places an order directly with the vender for the product by means of a credit 
card, a cash on delivery, a bank remittance or the like to purchase the product. 
The prospect customer B may also purchase the product from the customer A, 
however, less efforts are required when purchasing directly from the vender as 
the latter approach eliminates an intermediary process which would otherwise 

15 be carried out by the customer A. 

[0016] By using an e-mail as described above, a two-way communication 
between a customer and a vender as well as between customers and so forth 
is made possible and a customer can purchase a product at their will. Also, 
information such as a product promotion or the like can be provided smartly 

20 without pushing it since the information such as a product promotion can be 
contained in (or attached to) an e-mail that is normally sent to one's friends or 
acquaintances. 

[0017] Furthermore, the prospect customer B may in turn send an e-mail 
for a product promotion or the like to other prospect customers D, E, F in the 
25 same way as the customer A does. In this case, the prospect customer B, 
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after going through a registration process with the vender, can ask the vender 
to send a relevant format for the product promotion from the vender's server 
and send the e-mail to the prospect customers D, E, F by using the format in 
the same way as described above. 
5 [0018] In Fig. 1 , the prospect customer B sends an e-mail to prospect 
customers D, E, F, the prospect customer D disregards it, the prospect 
customer E is in a process of consideration, and the prospect customer F 
makes a purchase. It then may be possible that the prospect customer F is 
satisfied with the product he/she purchased and recommends it to other 

1 0 prospect customers including the prospect customer G. 

[0019] As described above, the customer A can send an e-mail for a 
product promotion or the like to his/her friends, acquaintances to carry out a 
product promotion. If the prospect customer B purchases the product as a 
result of this promotion and a total amount of product purchases made by the 

15 customer A and the prospect customer B exceeds a predefined purchase 

amount, a price reduction will be applied to the amount of the product purchase 
by the customer A. In addition, when prospect customer B, who has 
purchased the product through the promotion by the customer A, takes part in 
a product promotion to other prospect customer D, E, F and any of them 

20 purchases the product, a product purchase amount of the prospect customer D, 
E, F (only prospect customer F in Fig. 1) will be added not only to the prospect 
customer B but also to the total amount of product purchases made by the 
customer A. When a total amount of product purchases made by a group of 
individuals (see Fig. 1) including the customer A and friends, acquaintances or 

25 the like to which a product promotion was done by the customer A him/herself 
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exceeds a certain amount or certain number of transactions, a rebate of certain 
rate will be applied in addition to the purchase price reduction. And upon 
exceeding a certain amount a customer's category changes to a higher 
category, and after reaching at or above a certain category, an amount of such 
5 items as a bonus and a premium for the market development will increase and 
repayment with these items will be made each time the level of the category 
advances. 

[0020] A purchase amount-based point system may also be implemented, 
wherein such arrangements as applying a product price discount or repaying 
10 with a bonus or premium for the market development when reaching certain 
number of points, or awarding a special incentive according to the number of 
points accumulated over time are possible. 

[0021] Note that various calculations including calculation of an amount of 
product purchase by an individual or a group, a discount rate, and calculation 
15 of a bonus and a premium for the market development are performed 
automatically by a computer. 

[0022] As for the repayment, there are no specific method or amount 
defined and a form of the bonus or premium for the market development is not 
limited to cash, for which alternative forms such as exchanging with other 
20 product or valuable papers and further discount on product price are also 

possible. Also a specification for the discount rate and repayment amount is 
not necessarily limited to a specific one. 
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